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chael Lioi and Uarry feconetti, 


(Ineudible) 
Okay. (Insudible) 
What's happening? 


Not too much. Here I am running 
around like a nut 


That makes two of us 

Yeah, 

Yeah, you must have been busy. 
thought maybe I'd see you, you 


know, this morning. 


I was going to try and get here 
earlier 


Yeah? 


But, uh, I ran into a bit of a 
snag. 


Yeah? 


So I figured maybe I'd straighten 
out the snag first and then come here. 


Yeah right. 


= 


Otherwise it's going to cause probleme. 


What did you have? Another, uh, 
preaward survey? 


No yours 
Oh, mine? 
Yours, ha ha h. 


Oh, oh, oh, 


8 OSE aes 


Your preaward that's why I 
figured I had better straighten 
out the situation before I qot 


here. However, how did you make 
out? 


All right, wh. 
Good. 


Let's, lot's say this, Uh, 

obviously you know I, I had a 

chance to, wh, think about your, 

you know, suggestion yosterday afternoon, 
and, uh, uh, I think now, you know, what 
I really. Why don't we, why don't 

we cut through it all so that we can, 

you know, discuss the thing clearly 

and, uh, candidly and, wh, I think what 
we need to know is exactly, you know, 


what our options are. Okay. 


~ eee Se ee 


Oh. 


What it means, uh, now and ongoing 
wh. What exactly you know is, is 
involved? I have, have to. 


All right. 


Just hear that from vou and 
we can talk some nore. 


All right. I'11 be able to justify a 
portion of it, otherwise, instead of all 
of it. 


When you say “otherwis.", what 
do you mean? 


Well. 
You mean. 


Wel) instead of justi ying all 
of it. 


Yeah. 
And not having any trouble. 
Right 


Then I can only be able to justify 
a portion of it and not have any 
trouble or not too much tro-ble. 
Let's put it that way. 


Well, how could we justify all 
of it and nut have any trouble? 


Uh, going through what I (a telephone 
ringing) said yesterday (inaudible) 
to start with. 


Yeah. 


(Telephone ringing) 
(Inaudible) 


Wait, let me just have her hold all 
calls, Okay. (Buzzer). Yes? Would 
you just tell him that I, I'm in with 
someone and may I please call him back 
just a little later? Okay. Thank you. 
All right now, let's, let's put it all 
out there. 


Right. 


So that I, I can really understand and 
make a decision, uh. Lay it all on me. 


Uh, like I said. Uh, I can probably 
go through a portion of it without any 
problem 


Oh huh. 


Without any, without any haesle 
either way. Back or forth. 


Right. 


Ah, ah, to get the whole 

thing, we're gcing to ha'< to 

Go a lot of justificat’on and 

to cut some of the ice you have to 
go that other route that we spcke 
about. What that means in no 
uncertain terms is that, uh, it 
will open up the doors for later 
on for the large similar type awards 
and maybe even larger, without too 
much of a hassle. 


When you, when you say, open 
up the doors, alright. 


In @ sense, you know what I'm ~ 
talking about. 


Well here is whet I need to know. 
Are you saying even if we're maybe 
in a secondary position that we 
Gidn't come in number one or if we 
are low bidder, then there won't be 
any hassle. I mean I really got to 
know all the ground rules so that I 
know what the hell I'm doing. 


Well there isn't all the ground 
rules that you are asking. It's a 
simple thing. Either you are going 
to be, uh. Let me put it another 
Way. Let, let. It is basically 
simple. 


Okay. 


Either I'll say you can do it or 
you can't do it. 


Right. 


And if you can do it, I can say, 
well you can do a portion of it, 
$50,000 worth or a million 

and a half dollars worth depending. 


Mramm . 
That's what it amounts to. 


There's no ground rules. 
There's no (inaudible). 


Well what I was asking in effect 
was, wh, you know, would it only 
apply if, you know, we were &l+« ady 
vou know, the winnine hidé-~, wa 
uew. WT. 4) andy verr 


ah 


Right. 


It has to be justified. Okay. 
Preawerd surveys are the determining 
factors as to whether @ man can or 
cannot actually do the job as we see 
it. 


Ura it tepencs on many other factors 
that we go through which we only went 
througi vécy small portion of yester- 
Gay. Ali these factors are weighed. 
Some of them, iust by saying, well, the 
man didn't ew. have the Specs, I don't 
think he should have the job and fine. 
You didn't have the specs, yesterday. 

I could say, “Okay, sorry” (inaudible) 
That's a very simple form of it. Now 
we can go into other forms of it. It's 
it's not as complicated as you think it 
is. 


No? 


(Inaudible) It's not. It's a very simple 
thing. We can actually sometimes justify 
something and other times we can't. 

Other times we say hey listen, uh, I'm 
going to give you a $100,000.00. r 

want thet contract, but I can't. It's 
impossiole. I can't justify you. In 
other words, there wouldn't be any way. 
There would be no justification all the 
way up the line and I would tell you 

like I would say MIKE, I can't do it. 


All right. You made, uh, you made a 
suggestion. 


Yes. 


Yesterday afternoon, uh, and we kind 
of kicked it around a little bit. 


Right. 


What, what is, uh, your requirement 

on the whole award because obviously 
you know we were the low bidder for 
about a million and a quarter and also 
you're, you're. 


And the secondary. 

And you said that. 

I wanted to see you get that because 
I think you got a nice dollar value 
in there on the secondary. 


So. 


Which means 
the primary. 


“smh, ‘ainare 
prim 


Very easily. We can knock out 

a@ primary anytime, listen, say you 
have all several hundred items and 
you're the primary, and they were 
secondary (inaudible). It isn't 
difficult to knock out a primary. 


Okay. 


Very simple. You know something? 
Technically every contractor, every 
bidder, can be knocked out. 


Believe me when I tell you this because; 
the let's look at this strictly from 
the preaward survey because of the 
weighting factor of of the preward 
survey, ovr recommendations are like 

99 percent of the weight. Very seldon 
does the contracting officer, or any 
procurement officer, or any of them, 
ever say "This to me is wrong.” It 
never happens. Even when there are 
litigations and cases in court. Alweys 
came out, we came out the winner it 
never fails because there are reasons 
(inaudible). 


That, that was something else that 
obviously, uh, you know, we were, we 
were curious about. And, uh, all right, 
so in effect then, we could, ah, we 
could get the secondary. 


7@. 
But. 


I can, I can well you know. Well, that 
depends go ahead. Sorry to interupt you. 


Well, all right. So basicaily then my 
quistion is you kncw, uh. What, what 
are you suggesting for us to get 

the portion that we were the low bidder 
on, and then what, what are you sug- 
gesting... 

What did you come up with? 

For tive secondary? 


What did you come up with? Let's 
put it that way. 


I'm, I'm, I'll tell you 
Inaudible 


I'm, I'm, fairly open and that was 
one of the reasons, 


How oren? “et me isi: y 
dike nde y , 
Ev : 

nanny ar 

o' nine 
vimes. 


I mean , look, I'm not a starving 
individual. I'm not a hungry individual. 
I'm aman of means. I'm a man I 

make money in the market. I make 

money in business and. Uh, so I'm open 
to. Ah, I‘m not going to say hey, I 

have to justify this upstairs, I want 
mine too. I'm not that way, if you know 
me for the next 20 years you will know 
how I am, really and you will know that 
there are times when I won't even discuss 
something with you but I will go ahead 
and do it for your benefit whether +>5u 
know it or not. Like, like there are 
times when I have to justify something 
you know. (Inaudible) a financial pro- 
blem (inaudible) I did it. That's the 
kind of person I am and you will pro- 
bably get to know it as I go along in 
the years to come. Hopefully, we'll 
have a long relationship. I hove. 


‘ 


You, you probably know us you know 
fairly well. 


I know, you were starting three years 
ago and I know you did a little, you 
know, starting then. 


And as far as our ability you know, 
you're familiar with that because 

you have seen enough envelope plants so 
you yourself don't have any problems as 
far as our capability to handle this 
size, uh 


I've been in envelope plants all over. 
I've seen the biggest ones and the 
smallest ones. 


How, how do we stack up. 
I've turned them down. 
Memmi . 


I found, found things and I -.:t 
wrote them up ind turned them down. 

I could have turned you down even the 
past couple of times. I didn't want, 
I didn't . I telt that --- as 

a matter of fact (inaudible) I think I 
remember a statement I said. Well this 
is a small dollar ite~ ~~ don't know 
why we're even doing « ward, I 
hope you get to do sc of che big 
ones, and I was happy... ‘e when I 
saw the pre-award that you were going 
to have the big ones, which I was 

very happy about. I hope you got the 
“shOle thing. I wish you could get 
seme “ing i ike $8,000,000.000 in the, 


in the (inaudible) rather that 

get the one and a half. It's to your 
benefit. I would like to see your 
people grow, like I said some day, 
10, 15, 20 years from now, I might 
want to look for a sweeper’s job. 

So, I'll say, hey listen, I could 

use that job you got there and I'll 
take it, if you got it open. But 

in any sonse of the word, I'm an 
advocate of one hand washing the 
other at one time or another. If 

I can do something for you now, maybe 
some day you can do something for me 
and visa versa. It's the way it 
works out. And, monetarily, like 

I said, I'm not a pauper. I drive 

an El Dorado. I've got a beautiful 
home I'm buying another 

home as soon as I sell (inaudible), 
that much I can't do, I can't have 
two homes, but I do all right in the 
stock market. So like I said, even 
if I don't know, it doesn't matter. 
It doesn't make a bit of difference. 
I'll love you because you're a guy 
that I have an honest admiration for 
and I admire the fact that you took 
over the company and you are working 
it up. You started with $3,000,000.00 
and you are bringing it up to 
750,000,000.00 in side of no time and 
I mean this. I am not worried MIKE, 
believe me. You will know me as you 
go along. I'll tell you the truth 
and if, somethings isn't right, I‘1ll 
tell you and I'll say it in no un- 
certain terms either, I'm not the 
most diplomatic guy in the world, but 
I try to be. (Inaudible) knowing Hey, 
what are you trying to do, you know? 


Well on the other awards that we have 
won in the past you know, We've just 
bid and we came in with what we felt 
we could live with and we got it and 
you came in for a preaward survey and 
You got it. 

And, and that was it. 


Right. 


Okay. So now we are talking about 
a larger contract. 


To justify, right. 


To justify and, uh, you're comfortable 
with our ability to perform the things 


go that we don't have you going out 

on, on a limb as far as our capabilities 
are concerned. We can certainly manu- 
facture you know that quantity. 


You say I'm comfortable with that 
knowledge. Right? Not quite. I 
could find reasons to turn it down, 
I could turn it down. I could have 
turned it down yesterday. 


I, I realize. I understand. 


I'm not going to but. I mean because 

I happen to, if you say to me, “Hey 
listen, I don't want to, I don't want 
to talk your money with you or whatever 
it turns out you want to express it” 
fine MIKE. I'd be the best of friends 
with you no matter what, but if things 
happen don't blame me, because it's 
beyond my control. e 


I understand. 


But I can see to it that things 
don't happen. 


Right. 


But that's all. 
Right. 


You've got a friend here no matter 

what happens and you will always have 

a friend whether we have any relationship 
or we don't. I'm the last guy in this 
world who is ever going to do you any 
harm. As a matter of fact, wrong again. 
I'il never do any harm to any, to any 
of my contractors. I don't believe in 
it. I like to see everybody get in 
there and make money and go higher in 
business. That's my, uh, that is one 
of the things that makes me happy. 


Uh, all right, all right. Now I, I 
understand what you are saying and 
and you, you know, you made it clear 
already and obviously there are a iot 
of little techicalities in vari. us 
reports etcetera. 


Right. 
And sure, you could turn down the 
whole thing or a part of it or 


whatever. That's not being questioned, 
uh. 2 


I could even write up the whole thinc 
an, as an affirmative. 
‘ dghe. 

yht. 


Rhos 
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Without justifisation and once it 

gets to another, other signa- 

~ures, and other people, and they say, 
sorry buddy, but you just haven't 

come up with the right leads 

even though you did this and that. This 
has happened, 


Right. 


Last year. Two out of three pre 
awards were, the year before, two 
out of three preaward surveys, I 
would knock them down and not one 

was ever questioned, even when the 
contract was that way. I could 

do this and get ti.:m knocked down and 
sorry but this is «.at the ietermination 
was, uh. Now may>e last year it was 
like maybe three out of five. Now it 
is like one out of two. 


Well, everything, everything just 
was you know, in the normal business 
sense, the last time around. You 
know, we bid, we got it. It was you 
know a $50,000 amount or whatever it 
was. 


Or whatever it was. 


You know, you did the preaward 
survey, justified it, went 

upstairs with it, and they accepted 
it, then we got it and we performed 
very well. 


Right. 
We got a lot of compliments. 


Beautiful. That's what I like 
to hear. 


And so. 


It helps me to do a lot of jus- 
tification when they see that. 


And so what we are saying to ourselves 
is a couple of things. Okay. 
Obviously we are no fools. We 
recognize that we could be disallowed 
here or a portion of it either way. 

It is just as bad for us because you 
know, we feel that we have the 
capability, you know. 


Not only that, I'm, I'm thinking 
about not now. I'm thinking about 
the future, I'm thinking about if 
we have to go the million ond half 
justification. Maybs rest tims wa 
we havo *> ” Sel, 40-9 syp4 
heal ve baw eRe 
ie ome, i ‘ ¥ @ 


‘eresheaat « 


Right. 
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And not only that- It's a matter of 
insurance. That's what it really 

is MIKE, insurance that there's 
nobody upstairs that, ah, might have 
favoritism to other contractors, or 
bidders. Put it in that phrasiology. 


Okay, okay. 
Okay. 
Okay, um. 


Now if I didn't like you, I 
wouldn't even talk to you about 
this. 


Yeah, right. 


I would have sat down yesterday, 

wrote it up, and said, well, I'l) 

be talking to you, or you'll be nearing 
from us And I would have walked out, 

and you would never -- I'd like to see 

you guys go further and further I don't 
want to repeat myself. (Inaudible) I 

like to sit down. I don't want (inaudible 
I want to see millions, I want to see 
multi-millions. 


All right. You obviously had some 
discussion this morning. I take it. 


Yeah. 


80, okay, so you've kinda kicked 
it around a already. 


Yeah. 


I'm indicating that I'm all ears. 
All right. That's what I'm saying. 
Obviously we too have had an oppor- 
tunity to, you know, when you when 
you brought the matter up to discuss 
it after you left and, uh, so I told 
my two associates. 


What were their feelings on it? 


Well, they, they want to hear more, 
you know, and that was one of the 
reasons. (inaudible) 


There is no more MIKE. 

Yeah. 

What do, they want to hear? 

All right, that was one of the 

reasons that I, I had a question or two. 
Yor instance one question is, well okay, 


woulé we get, you know, the secondary, 
he, ah, 66,0007 


And, uh, uh, Y would like to see 
you get that; for the dollar 
value is right in there. I do. 


Okay. 


I'll go all the way on that and 
my recommendations will show it. 


Yeah. Alright but that's a recommen- 
dation but we are talking about, as 
you put it yesterday, some “hurdles” 
in upper echelons to overcome. 


Yeah. 


As you said a minute ago, the 
insurance so that no one has any 
other favorites. 


Okay. 


But are you saying that, you know, 
we would get, period, we would get 
the secondary. Can you say that? 


I'll say something else even 
better. Okay? 


Okay. 


If you didn't get it, you'd get a 
portion of it back. 0O.K. how does 
that grab you. 


A rebate, huh? 


Everybody else has got one. General 
Motors, and Chrysler, in other words. 


All right. 


What I'm trying to say is that if 

the proper percentage is there and 
any portion that isn't there for you, 
you'll get a percentage, in the ratio 
@ifference, in return naturally. 
Because like I just said it's like 
insurance. 


All right, I had, I had wondered 
whether it worked the other way. 
In other words, instead of a rebate. 


Don't, don't feel that because I 
am part of the Mafia that I have 
to do this. I'm only kidding, but, 
ah, no, it's a like insurance. 


I, I was curious as to whether you 
know you were in effect saying to me 
that is goes the other way rather than, uh. 


The secondaries? 


Well, rather than insurance, if 
you will, with a rebate, if we 
don't get the whole thing, the 
secondaries as well. What I was 
really saying is, uh, is it auto- 
matic. You know, if what you tell 
me (inaudible) 


It practically is if the situation 
is right. 


Okay, a minute ago you said “the 
percentage.” Alright. You've 
obviously had a chance, you know, 
to talk about it? 


Yeh, uh, it wasn't my question it was 
yours, at the point we left yesterday, 
that you had to come up with a figure. 
Percentage was already discussed and 
now it's your turn. ts 
Well, yeah, of course, I was asking 
what, what you know, what specifically, 
you know, are you saying? What are 

you? Alright. What, what is the number 
that you're saying? 


Let's put a mirror in front of you now. 
Let that reflect back, we. What is the 
figure you're talking about. 


Well, here is what I'm suggesting. 
Yeah. 


I say to you, that we're, you know, 

we're all ears at this point. Okay. And 
all we wanted to know was what was it 
exactly involved? We wanted to know 
what was entailed? Also, whether you 

are talking the primary, or you're 
talking the secondary? 


You got it. You got it. 

In effect you're telling me we have both 
I would like to see you get both. 

All right, so, then in that case, 

since we are all ears then just, you 
know, just tell me since you know what 
is necessary. 


(Inaudible) 


No, but since you know what's uh, what 
are you saying, uh; based on your re- 
commendations versus what's necessary. 


All right, all right. What it 
amounts te in *h love rvn, Tt rata 
yer tess “ey 7 ee . P 
euarters of 2& gon 

Mave, & Cuar cer gL": 


w 
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and possibly I get a half of a percent, 
which is point five percent right? Uh, 
you can knock mine out, okay, as far as 
I'm concerned, I don't, I don't really 
need it. I really don't I mean, I'll 
be honest with you. You say hey, I 
can't afford you. Fine. Then I say 
Gon't, maybe next time around. You 
might say well, we did very well or the 
last one and you helped us out. i.u 
took care of some problems we had. You 
got rid of some complaints that came, 
uh, about, you saw to it that we didn't 
have to have all the (inaudible) that 
we gaved a few «' ,usand here and a few 
thousand there, next time around, put 
your percent in, put your 1/2 percent in. 
I'll say ok, thanks and I'll be happy 
with that. Besides what you'll be getting 
six months from now, it might even be 
iarger, you know, amounc, 


1 1/2 percent of the total amount of 
the , of the contract, uh. including 
the secondary award which was another 
65,000. 


Everything, everything. 
So we would be talking. 


One and a quarter plus a quarter, 
practically, with the option quantity 
one and one half, but don't count the 
option quantity, that's your gravy. We 
don't even want to talk about that. 

If you get it, we don't want to know 
about it. You got it, that's yours. 
Only the basic. You know what I mean? 


Yeah. So, on the basic it was like. 

Uh, a total contract award of a 

$1,250,000 approximately. 

Yeah, something like that. 1.270. 
ML: Plus about 65 or 67 (inaudible). 


HI: Well, don't even figure that. 


Unknown Male: Hi there, Hi. How are you doing? 


ML: Okay, pretty good. 
Unknown Male: Good. 


ML: Don't count what, i'm sorry. I 
missed that. 


HI: Don't count the secondary. The 
um, don't count the option quantity. 


Right. You mean that, what you could 
“ne +A excess? 


HI: 


HI: 


HI: 


HI: 


HI: 


rf. 
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Right. 
All over. 
Ok, but just on the basis of the 
actual contract, it was like a 4 
million and a quarter if I'm not 
mistaken. 


Yes, yeah, approximately. 


And the other basic amounts, or 
secondary award if the primary, 

uh, was knocked out was about another 
65 or 67. 


Ah, 65 I think or 63 whatever. 1 
don't ‘now. I, if you want the 
figures I can give them to you, I 
have them in my attache 


Yeah, yeah, yeah. e 
Okay, here we go. (Inaucit e) 
Oh well, I'll give you what I 
ot, £1,279,132.10 however. the 
reakdown is thie way. The break- 
down is items up to 200, 1,029,000 
and oP to item (telzphone rings) 
177,000 (celephone rings) And then the 
option is 63 and 1/2. 
All right. That's (buzzer) that's 
$1,276,000. 
Right, that's what it is. 
And, all right. Let me get this-, yeah? 
I'll have to call him back, okay? 
All right so 1,270,000. 
Right. 
And, uh, 1 1/2 percent? 


Umm, that would be with me in | 
it. But, you can discard mine. 


So, that would be one. 


That would be one, one percent, and 
there's a quarter in there if you 
want to remove it, you can, because 

I don't, uh, have to look after a 
certain, this is what the hassle was 
- that other individual. So you can, 
sO you can even make it half. In 
other words, instead of one and one 
half, make it three quarters and that 
would solve your problem and that'll 
o“:minote two segments. 


That would be, vh $9,525. 


Something like that, I quess. (inaudible. 
How does that come up with your figures 
you discussed? near it? 


that, uh, that could be, uh. ... 


It doesn't have to come all at 
once. 


That was another question. 


No I'll take care of the initial. 

In other words, I'll take care of 

the whole amount, and then you can 
take, well, a matter of a few months 

or whenever you have it you just pay 
me back. But in the meantime, I'll to 
insure it, I have to take care of it, 
That's what it amounts to, so, it makes 
it easier on you. Then like I said, 
It's a matter of insurance (inaudible) 
uh, what I work for when your way up 
there, in the real multimillfon dollar 
ones, MIKE, then I'll say, “Gee, I'll 
I'll think about it." I'il take it into 
consideration. In the meantime, I want 
to see you really climb further. Okay, 
look at it that way. Look at it as a, 
um, um, look at it the way you want to 
look at it. Okay. You have your own 
opinion. You are a pretty *right guy 
sO, 8O you look at it your way. So do 
you believe me? 


I believe you. 


Okay, so in other words, like I say. 
Right now, thank God, the stock market 
has been very good to me recently and 
I'm, I always keep a certain amount of 
money in the plans that I always make 
and I've been doing well. Inside of a 
week, ten days, I'll be making over = 
$1,000 an a few transactions each time. 
S0 you see that gives me a little 
spending money. 


Obviously another thought occurs to 

us all right and that thought is that 
possibly, possibly, There, ah, and I'm 
just speaking candidly as I look at a 
situation that comes up for the first 
time you know. 


Oh, sure. 

I make my own observations and so the 
thought occurs to us that perhaps that 
there might not be any other individuals 


Oh there are. 


Oh, oh. Okay. 


But the thought occurs what if, 
uh, if the contract was rejected. 


Right. 
All right. 
You get it all back. 


No I'm assuming that we say look 
we don't want to, we'd rather not, we 
Gon't want to play ball. 


Right. 
And the contract is rejected. 
Right. 


Uh we appealed it. 
Right. It wouli cost you 25,000 
to appeal it, maybe 50,000. 


Of course, if there wasn't anyone else 
you know involved then perhaps we would 
win an appeal. If there was someone in- 
volved upstairs, as you are suggesting, 
then perhaps we would not Uh, so it was 
just a passing thought (buzzer). 


Well, that passing thought is, uh, a 
th ught I would probably come up with 
along with you, if I were sitting in 
your chair and you're sitting here. 
Because you don't know who it is and 
you never. il. 


Right. 


And you'll only know the difference, 
but, you'll never know the individual. 


Right. 
Or individuals. 


We'll only see the result, that's what 
you are saying? 


Exactly. 


And the only way to test that 

is like Russian Roulette, we could 
spin the chamber and see if the 
gun goes off. 


‘ 


Yeah. Let me put it another way. 

If that's the attitude that you 

may have on that, that, ah, that's 

ah, that shows a negative attitude 

and I would rather say MIKE, let 

our discussions be terminated and 

let's not even discuss (buzzer) any 

part of this further and let's just 
{inaudible). Okay, because it indicates 
something there. 


No. 
A little bit of mistrust. 


In academic curiosity since as I 
told you yesterday, I'm kind of a 
novice at this sort of thing. 


So am I. So am I. 


And as you said a minute ago I, I 

see things once they do come Up and 

I, I tend to probe, to fisd out you 
know how the game is, is played and 

so I just shared with you another 
thought as to another alternative but 
as you pointed out it would probably 
cost about $25,000 in legal fees alone. 


It cost one company - now this was a 
legitimate case by the way. They 

were turned down. It wasn't my parti- 
cular case but I got the results of 

it. It was for $9800.00. I shouldn't 
even have said that, it gives you leverage 
to know who it might have been. It was 
@ legitimate situation and the guy was 
turned down and he decided to fight it. 
Fe got his lawyers. The lawyers initi- 
ally charged him 20,000. It didn't 
work out, they had to go for an appeal, 
another 15,000, that's 35,000. By the 
time they got finished it cost them 

in excess, I don't know how much, in 
excess, but in excess of $50,000. He 
lost it. He not only lost the 980,000 
in the award, he lost in excess of 
+50,000 on that appeal. 


It was really legitimate? 


And it was purely legitimate. It 
happened. It just couldn't be justi- 
fied and the guy just felt that he 
should have it. He figures, look I'm 
low bidder, and I should have this. Why, 
why am I being denied this and from 
what I gathered (inaudible) as far as 
our findings are concerned, and you 
never have to tell the findings, as far 
as our findings are concerned. You are 
mot allowed, or your we.. not ¢o/ven an 
affirmative on ‘hb 


me 


If the litigation goes to, let's 

see the federal court, un, the supreme 
cou.t and there's another court and one 
other, you have to disclose it but 
otherwise you don't have to. In other 
words really now say for instance, a 
bidder, is being up for preaward survey 
and after the term of the contract begins, 
he doesn't get any notification, then he 
finds out ABC Company got the award. 
Here is, how the hell did they get that. 
He was third on the low, but he got it. 
Well I'm going to make an issue of this. 
Weil, nine times out of ten that doesn't 
mean a thine. And ya know. It's funny 
but maybe not now, maybe in a year or 
two from now, you'll realize a lot of 
good that comes of certain things. You 
gain a certzin amount of friends, 
through me. And you might gain a certain 
amount of favors through me, and you 
might gain a certain amount of, let's 
just say for instance, somebody couldn't 
Geliver. And, the contracting officer 
will say, well look, we'll give somebody 
else these other items. Not the ones 
you have but other items and he'll say 
well, he couldn't deliver, and you have 
two or three in your area, that have 
contracts. Who do you recommend for, 
maybe we can give an addit‘onal 300,000 
or 4000,000 or half million or whatever 
the case might be, any amount of do’ lar 
value. Who do you recommend, and x 
the phone, we just give a guy's nie 

and give the purpose as to why we feel 
that he can do it, we can, we've had 
experience, you know, we can justify it 
verbally. There's no preaward for the 
additional amount. Then you finally get 
(inaudible) -- that we are considering 
you for a, at the prices you have in 
your bid, even though you didn't get it. 
You will get now. Even if tne contract 
is awarded, the guy that lost it has to 
pay the difference to the government. 

In other words, say your item was $1.10, 
his was $1.00. He had the contract and 
he couldn't deliver. And now we give it 
to you for $1.10, he's got to pay up 

the difference of $.10. A lot of little 
things, that after a while, you won't even 
know you that we're doing this for you. 
But, you'll find the benefits coming in. 
It's nice to have friends uh, I found 
this out. I, I (inaudible) came up from 
the United States, ah, the Atomic Energy 
Commission and, uh, I had a lot of 
friends there, and mostly, (inaudible) 
that you can't (inaudible) there's 
reasons why you can't uh, I had a lot of 
fziends because of, ah certain -- But I, 
* an qo on and on explaining that by 

' we and 1'd take a lot of your time 

* t's .ot ening to finish this, but 

al e ; at oth waeat “« dave 

fr 1¢ t's 
y it. 


na’ ee 


That surprises me, uh, 48 far as, 

ah, you're saying that, uh, it doesn't 
happen in the Atomic Energy Commission. 
That it can't happen there. 


It can't. I know why it can't, 
but it can't. 


I wouldn't think probably there is 
anywhere where it can't happen. 


Well, I could, I could explain but 
it would probably take a good part 
of an hour to go through all of the 
ramifications of why. . 


They really have a tight control 


No, ah it has nothing to do with 

control. It has to do with each individual’ 
integrity, for human life. That's all 

I'm going to say. ° 


Oh, 
You can't buy marginal 
I see. 


However, in awards now, it's another case. 
(Inaudible) there, I know, and I'll 
guarantee that you've read about it 

that you have probably heard about it 

and maybe you've een it, there are the 
so called five pez 2nters and that's 

with every service -f the government. 


What's a five percenter? 


They give the awards to the contractors 
and get five percent off the top. 


oh, oh. oh! 


You know what's his name? Uh, what's 
JOHNSON'S friend, BOBBIE, um. BAKER? 


Right. 
Is that his name? 
Right. 


He was one of the original 

five percenters, not original, I'm 

sorry, (inaudible) he's one of the 

five percenters, the original goes 

back, maybe, you know, 1776, the 

first gun that was bought had a five 
percent tab on it, or whatever 3t might 
be. But, it has gone back and guess, 
sases tixoughout history, it may have come 
ss sth 4 May never have come up. Believe 
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you hiring a salesman and you're paying 
him ten percent to get the contract or 
to get the order or whatever tne case 
might we, and, uh, in a sense there is 

a little salesmanship in federal jobs 
with people of the government to help 
maybe sway orders to one side or another. 
The fact is it's human nature, it is, 
and, uh if you had talked to me about 
this a year or two ago or three years 
ago I would of laughed at you because 

I heard of it and didn't see it. But 
then I saw a lot of companies qo hy the 
wayside. I'd say “How the hell did that 
company ever go down?" They did such 
beautiful work and I've seen the work 
myself and how could they I mean, you 
know, you ask those questions. 


What do you think of our work for 
example? 


I like it. 
You do? 


I do. I do and uh, I think it's, it's 
fine fine work, uh, that was one of the 
reasons why I said that time after you 
took me on that plant tour and I said 
MIKE, I just hope you grow out of these 
small petty 18, and $22,000 and you get 
into the multimillion ones. I'm still 
hoping for that and I think you will. 
I, I'll tell you one thing. If I had 
anything to do in the future pertaining 
to that, hopefully and I hope I do, I'll 
see that you do it, one way or another. 


I was curious about one thing, wh. 
Do you, uh, handle only envelopes in 
your operation? 


No . 


Or is your agency like all paper 
products or just like a region for 
everything? 


A region. Wwe handle everything. 


Everything. So it's not just paper 
products? 


No, ne. It henppens that I happen to 
have a lot of tnese. Uh, and the most 
part of my salary in a sense. I have 
handled, uh, General Motors’ cars, 
trucks, uh, items like uh, swingline, 
ataplers. I handle those products, uh, 
paint rollers, chemicals, 120 different 
emer of chemicals that we buy, I could 


+ 


a) xX moan really you name it. 


I have contracts of every type I've 
bought merchandise, uh, category wise, 
I'll take a ball park guess, maybe 40, 
45 different type items, types, - - - 
Class, items of course in one class you, 
you could have 30 to 40 different, you 
know, items, but they are all the same 
(inaudible) 


You know, you read in the ah, papers 

or see on TV one industry component or 
another you know where a contract is 
awarded, you know, you read what happened 
in a particular situation somehow en- 
velopes never occurred to me. It's 

such a lowly product. It aever occurred 
to (telephone rings) me, 


I wouldn't say it was a lowly product 
(telephone rings) I would say it's one 
of the best moving products, th. I 

may be getting a call, I don't know, she 
might be switching it thru. I'm not 
sure yet, uh. It's a very good item. 
It's, it's an item that moves very fast 
because in the government as you know 

@ great percentage is paperwork. Uh, 
what we spend, if you'll check the 
dollar, now percentage wise, for just 
paper work alone. Do you have any idea 
what the percentage is? 


No, I guess the numbers are big. 


You better believe it. Paperwork and 
service. which you get are not tangible 
items. What does it cost to answer a 
letter of the government? $16.00 that's 
the typist's time, the paper, the paper 
is insignificant, but the handlir’ , 
etcetera. $16.00 worth of time and 
Paper. (inaudible) all in the dictation 
of it. (Inaudible) um, paper products 
are very interesting products really 
because, umm, we have contractors that 
are marginal and we try to wipe them 
out because when they are marginal, you 
know they are using crap. They're not 
following the specs. They are not de- 
livering on time. Well there are a lot 
of reasons. And these guys you try to 
weed out, you weed them ont automatically, 
after a while when you see that you 

got people like this especially if they 
are in your bailwork. You want to weed 
them out because they are a headaches, 
big headaches and you know damn well 
that Uncle is, is not getting a fair 
shake, even though they (inaudible) would 
rather pay more and jet a good item, 
thea pay less and cet crap from a guy 
who you. know (arayver ye), 


Okay. I understand. 
But, uh. 

I guess. 

Yeah. 


I guess you probably want to get 
together with, uh, ZENON and, uh 


Uh 


Incidentally, you'll have to forgive 
me but, 


Scre. 

Ie your first name HARRY? 

HARRY. 

That's what I thought. ZENON thought, 

he remembered HAL and you knoW I didn't 
want to have to call you Mr. IACONETTI 
80. 

HAL? 

It's, it's HARRY, HARRY IACONETTI, that's 
what I thought. Oxay, I'm right uh, I 
don't think you ever left a card with us, 
so. 

No we don't have cards. 


Yeah, I think, well, well most agencies 
don't. There, there must be some reason. 


Most of them don't. 


They don't, they have identification. 


Oh yeah. Identification we have galore. 


No card. 
No cards. 
All right, okay. 


Uh, I have to get with you. Um, do 
you recall the last survey we had? 
First of all, the recycled paper 
you had to get a letter. 


Yeah. Well ZENON would have 
virtually everything 

cause what we've done is he handles 
all of our government work such as 
this and he has all of the files on 
it and he has all the contracts you 
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you know, filed and if we've got a 
letter he'll have it. I wouldn't. 


Well, all right, as I recall you got 
it from one of your suppliers. I'm 
not sure if it was Champion paper. 


Probably Champion paper 


Most likely it was at the time. 

All right. Um, also, we have to have 
a breakdown of the, the tonnage that 
you are going to use for each type. 


Uh, a type of paper, that is, not type 
of commodity. Uh, we have to break that 
down and indicate whether you have it 

in stock or not or whether you can order 
it or what the turn around time is. 

What the lead time is on receiving it 
after ah . 


Unhuh. 
After the purchase order goes in. 


ZENON can give you all that information 
right at his fingertips. He's really 
heavily involved. 


Well you were involved in it last 
time? 


No. All I did was, and I think it was 
only for the reason that he might 

have been out that day, we went 

over some of the, uh, manufacturing 
capacities and we did some analysis 

on the production of each machine and 
the capacity we had and also there was 
one other thing. You gave me a kind 

of check list, you know, of those things 
that you wanted. 


Yeah. 


I kind of turned them over to him 
and, wh, so he (inaudible). 


Yeah. He took it from there. 


Yeah. Is it snowing? 


No, I was looking at those clouds 

there and, wh, it's very cloudy, one 
weatherman said snow and lots of it. 
But, uh, I haven't seen any of it, tell 
you the truth. 
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I, I think maybe I ought to know 

one more thing tefore (inaudible) 
befor you do get together with him, 
ah, because I can discuss these things 
with them later. As far as, uh, you 
are concerned, now you want to wrap up 
you know, the survey so that you can 
get the hell out of here and get some 
other things accomplished. 


Yeah. 


And he can, can feec the information 
to you, you know, one, two, three, and 
any thing that we need you know, that 
we don't have, you know, you just let 
us know what you need cause we can get 
it, uh. 


All right. 


We won't have any problems, you know, 
with fulfilling any or all of the re- 
quirements really. I think we both 
know it, so one of the things that I 
want to do before you do get together 
with him, is just simply ask you, when 
we would have to, uh, come up with the, 
uh, with the money. 


When can you? 
Anytime! 


Okay. That's a good enough answer for 
me, anytime, anytime you want. 


So, you know, it wou.d have to be 
arranged and so you would just have to 
let me know. 


Anytime you want. That's up to you. 

Okay. 

I‘ll, I'll take cara of the initial on it. 
Okay. 


And, uh, uh, (inaudible) as a matter of 
fact, ah, because, because, ah, it's 

a good stock and I made money at it back 
and forth. I like it, and I like the 
guy because he's wild (inaudible) cause 
that stock jumps up (inaudible) in a 
hour's time or down in an hour's time. 
A guy like this, as long as you know 
where he's is, ah, maximum or minimum, 
(inaudible) sell short and buy long, 
you'll always make money with it. And 
that's what I've been doing, I've been 
Playing that stock long enough to do 
that now. I followed it for sonetime 
without ever buying it. Just t. see 
ow, My guesswork was on /:. 


You -re Kidoing. 


A 25 


As a matter of fact, I was at a point, 
where if I had just (inaudible) just 

took 1,000 shares and I would have had 
maybe 36, $38,000 inside, inside of two 
months, four months time. Four months 
time. That's how he managed to (inaudible) 
very short (inaudibie). 


Mumm. (inaudible). 


Oh, I don't know. Whatever you say, 
whatever you think is best. (inaudible). 
Don't mind me today, I had a very 
sleepless night. I had uh, I did a few 
things last night. I got to sleep last 
naght about three o'clock last night. 

By the time I got to sleep it was about 
3:30 quarter to four, and I got up 

6 o'clock and I feel so beat. 


Yeah, and then you had a go around 
this .orning. e 
Well, the so around with a, with a 
well, noc «actly, yeah, I had a go 
aroun this morning. Let's put it that 
wey. 


Uh, you did. I'd be curious to know 
what did they have to say. Ah, would 
be interested in general so I get a 
flavor. 


Don't (inaudible) your curiosity. Better 
off in the long run. There is always 
usually (inaudible) outside and, uh, 

uh, differences, you know. 


(Inaudible) 


You may find, that, ah, say whatever 
figure (inaudible). 


$10,000? 

You may find you'll be getting $30,000 

out of it or maybe much more in the long 

run. If you are wondering how I can go 
_ dnto that but I'd rather go it another 

time. I do want to say this. 


ML: All right. Listen, let's get back to 
work. 


BT: ~Y x¥oh okay. 


Uh, let me, let me get ZENON cranked 
up and a 


You want to get him cranked up? 


Let's get him cranked up 


Okay, ler's get him od up together 
Oh, ond we handle the ah. : 


the? 


Conversation between MICHAEL LIOI and HARRY LACONETTI, 


February 24, 1975 


HARRY IACONETTI (HI) 


MICHAEL LIOI (ML) 


HI: 


ML: 


HI: 


ML: 


HI: 


ML: 


AL GOLDMAN (AG) 


It's closed. 


It's closed. {Laughs) How do 
you like that. 


Come over here. 
IT tell you what. 
Come over here. 


Why don't we, why don't we 
go around. 


I know another diner. 

Ha? 

I know another diner. 

I'll tell you where we can go. 
(Inaudible) I'l] drive you. 
All right. 


I stalled, I couldn't get the 
car started. 


There's one, there's a diner 
right around thr corner here. 
Right along side our Place. 
Right. 


If you hook a right on this 
block here. 


Okay, oh Jesus, how do you 
feel; 


How, how about you, you were 
sick, huh? 


Oh wow was I sick. 

Yeah (whistle noise) 

What do you got, the flu? 

I got a case of the flu that 
knocked the living day lights 
out of me. 


No kidding. 


You know, it was funny, because 
that weekend I had my kids, you 
kriow, all the kids, my grandchild, 
and I wanted, you know, we had 

a big dinner planned and the 
whole bit and uh, it didn't work 
out. I know cne up here, if you 
want to go. 


Why don't we try this, it's 
closer, it's right down this 
block. Like, I don't give a 
shit, any place you want to go. 


Yeah, yeah. 


But I'll tell you, I'll tell 
you one thing. 


Yeah 


I'll tell you what, why don't 
you, why don't you pull over 
here a second, let me just get 
egquared away, because may you 
misunderstood me or something, 
when I gave you the buzz the 
first time, basically, all I 
was trying to tell you, and I 
was trying to be discieet over 
the phone, okay, was that, you 
know, we got ready, uh, you 
know, a good portion of, you 
know, of what you had asked us. 


Yeah. 

Okay and I had it set, okay now 
Let me ask you a question. 
Yeah. 

All right, take it for what you 
want. If you, or no, maybe not 
you, maybe Zenon was talking to 
somebody in GSA about me. 

About what? 

About the situation. 

With what we discussed? 


Yeah. 


No, GSA, no way. 


I'll tell you why, like I said. 
Nothing is for me and I'm not 
gonna jeopardize my 23 years 
of my. 


Yeah 
My career 
Yeah. 


So, in other words, uh, you 
understand what I'm trying 
to say. 


Yeah, look, why don't you 
pull over then, and let's 
just talk for a second, 
because I want to 


Alright, I'm up here anyway. 
Well, well here's what I'm 
trying to (laughs), this is 
ridiculous, you know 


Yeah. 


Uh, maybe you misunderstood 

me when I, when I called the 
first time and said, you know, 
why don't we cet together, but 
basically, what we did was, you 
know, since, since you told me, 
you know,"Well I'm gonna, I 
took care of it, you know, my- 
self." 


Okay. 

Alright. 

Alright. 

I didn't want you to have to 
wait too long alright, you 
know, so 

I know. 

I said. 

You haven't got the award yet. 


Well. 


I wasn't worried about that. 


You told me that like, you 
know, things were in pretty 
good shape and so, I fiqured 
alright its, it's set. 


But you know this guy at Commercial. 


Yeah. 


Up in the Bronx, uh, he's off 
base, of course you realize 
that, I mean, he's way out of 
line, but then, then again 
it’s gonna delay this thing 
and I'm not, nobody's in a 
hurry for anything. That's 
why why I try to tell you 
this, don't don't first off, 
if you have any questions, 
I'll be happy and I know 
either you or Zenon had a 
question about after you were 
awarded or something about 
getting some samples or that, 
that's the question I could 
help you answer. 


Yeah. 

Just (inaudible). 

Yeah, yeah, yeah. 

You, take some calls, have 
the contract go up and send 
you samples, so you can, you 
know where to start from. 


Yeah. 


And uh, you're all set, you know. 


Uh huh, uh hum 


But uh. 


Hey, what is this with the GSA 
thing, I don't understand, 
what uh, what happened. 


I don't know, um, somebody 
said that you's spoke, you 

or Zenon or somebody spoke to 
somebody in GSA, and I was 
wondering what that was all 
about:. I couldn't figure it, 
and % figured, well, uh, uh 


Is, is t >», is the gal who 
uh does the uh labor uh 
portion of it from GSA toc? 
Because maybe that s who, 
uh, he might have talked to! 
No, no, no. 

No. 

You mentioned that. 


That's right, because I 
mentioned that to you. 


(Inaudible) 
Umun 


I know you're in a hurry and 
I know you want to get back. 


Well, the only thing is, you 
you do whatever you want, ail 
I did was, make, you know, 
okay, we, we, we chatted 


Yeah. 


You told me what was involved, 
alright, you told me to think 
about it overnight. 


Yeah. 

I said fine, so we did 

In other words, you agree 
And then we talked the next 


Without your partners getting 
upset about it. 


Yeah, : ght, well no, not me, 
hey, we re big boys, they 
they knew, I men, I talked 
to them. 


Well I thought maybe one of 
them might have, didn't like 
the idea and uh, spoke to 
somebody in GSA. That's what 
I was referring. 


No way, no way, absolutely not. 
You sure about that? 


I'm positive, hey, we, we 

put it together, now, ° didn't 
put the whole thing because 
obviously, like I told you, 
you know, everything is done 
by check, okay, but I, I put 
together a third of it, you 
know, like uh, like three 
grand. 


Right. 
Okay. 
Uh, hum 
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And anyhow, I got, I gx the 
cash, alright, I want to get 
rid of this stuff, you know 
because 


You don't want to walk around. 


I don't want to walk around 
with it, you know, uh, so, 
what, what we thought, what 
we thought we'd do, is uh, 
you know, give you a buzz, 
and that's why, because I 

was going out of town, you 
know, and I don't Want to 
have to stick it back in the 
bank and then draw another 
check or something, you know, 
because we, we covered it up 
the first time, you know (cough) 


Right. 


And, it starts to get, to 
look a little Weirdo, uh, 
right, now, it's everything 
is, is smooth, you know 


I know. 


If an auditor comes in, but 
I don't want to keep the 
cash around. 


Well, I had meant, I had said, 
after you get your contract, 
we'll talk about it, I didn't 
want to rush those things, 
like I said, 1 don't think 
anybody, anywhere is pressed 
for 


Uh huh 


Uh, anything and myself I 

make it on the market, I'm all, 
I'm happy, I'm contended, 

thank God its been (inaudible) 


Right. 


You know, doing r. real 
good, but un, you're certain 
about no one talking to uh. 


I am positive, I 4am positive 
other than uh, our our letter 
response to the ah protest 
okay. 


That's the other question. 


That's the only thing that 
we've done. 


pid you senj that in already? 
Yeah, I sent it when I 


You know, I know you had ‘til 
the 23rd post marked. 


Yeah, I I know, yeah, I 

sent it it that day, that 

we got it, well no not the 

day we got it but that following 
Monday or so when I called you 
and you asked me about it and 


I said yeah, we responded and I 
Yeah. 


Sent two copies to DiGiacomo. 
uh to DiGiacomo's Office and 
I sent the response to 
Numling. 


Yeah. 


At uh GSA, yeah, yeah, you 

can, you can take a look at 

it, I got a carbon of the 
thing. But here, here's the 
scoop anyway, 80, I I thought 
we, you know, we were on the 
same wave length, and you know. 


We were ard we weren't because 
I'll tell you why, like I said, 

I I've got 23 years in and I 
don't want to jeopardize it, 

and from what I heard somebody in 
your company had spoke to 
somebody else. 


Well, that's uh. 


And I thought it was concerning 
that, I thought maybe Goldman, 
who is it Goldman or ah, 


Al, yeah. 


Al, yeah, thought maybe he 
might h-ve been.a little 
disgruntled or Zenon or 
somebody and uh. 


No way. 


HI: 


HI: 


HI: 


ML: 


HI: 


You sure? 
I'm positive 
You you wouldn't 


Absolutely, no way, because 

I‘1ll tejl you why, first place, 

Al doesi't get involved, and 

really neither do I, in the 

GSA portion, only Zenon does, 

and if any conversations oc- 

curred, you know, that I'm 

even unaware of, they would be 

wi a, Of a normal nature, uh, 

yeu know to either ask something, 

bui * know damned well that since 

the iast time we talked to you, 

other than just sending by letter, 
s and, of course, I told you, I 

nad telephoned, I had telephoned 

uh DiGiacomo's Office and I mentioned 

this to you also on the phone, 

to ask them, you know, you guy's 

get two copies I see. 


Well there was a record of a 
phone call that you called 
them, I know that, tut there 
was also records from our 
division to you. 


And I spoke not with, not 

with DiGiacomo but with the guy 
under him, and he said, okay, 
fine, you know, good, yes, 

two copies come to us, and 
that was about it, I'd say 
that that's the last contact 
that we probably had. 


I don't know, maybe somebody 's 

just uh writing in phone calls 

that they didn't make, that's 

all, that's what I was concerned 
about, and like I said, uh, I'm, 

I really don't want to jeopardize 
my 23 years with the government for. 


Uh huh 


Somebody being disgruntled about 
anything, you know what I mean, 
you can understand that. 


HI: 


HI: 


HI: 


HI: 
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Yeah, yeah, absolut’ y, alright, 
look, you can do one of two 
things, if you want, I can meet 
you for a cup of coffee anyplace 
you want, tomorrow morning, 
alright, before I, I depart and 
you can call me in the morning, 
alright, or we can go back to 

my office now, you know, before 
we close up and just me and you 
in my office and, then I, I take 
off probably around eleven, 
eleven thirty tomorrow morning. 


You're leaving early tomorrow 
morning? 


Yeah, well I'm gonna try. I'm 

actually not flying, I'm, I'm driving, I'm 

gonna drive down to Phillie and 

I'm gonna go down to Virginia 

and so, I'm coming in the morning 

first, I want to visit some 

people, not only that we're doing 

business with, but some people : 
that we want to contact, and or we a 
haven't done any business with ™ 
yet, you know, I'm trying to drum 

up a little business. 


Yeah. 


Beat the bushy 3, so, we, as I iy 
say, we can we can uh uh pick ; 
up tomorrow morning, you can 

drop me otf back at the at the, 

at the plant. 


I'll drop you off anyway. 2 


Okay, you can give me a buzz 
and uh, we can either meet uh 
at that place or any other 
place, uh, I just, I just, now 
have the awkward problem of 
having it, okay, I wanna, I 
wanna get rid of it. 


lanl 


Oh, I see, in other words you 
would feel more comfortable if 
I took it now or wait til 
tomorrow or when you come back. 


That's, that's up to you. If 
y*<u want to, want to shoot 

back to the office, I can, I 
can, I can pick it up and 

uh, uh got it in my desk drawer 
and that's the end of of that, 
or tomorrow morning, either way, 
you wanna do it, I'll tell you 
what, why don't you give me a 
call tomorrow morning. 


Either way. 

Alright. 

It’s easier (inaudible) 
Alright. 


rRecause I'll tell you why, 
not that I'm skeptical, Mike, 
but I don't know, it's just 
that somebody had made calls 
and, and then the records 
proved that somebody made 
some statement, yesterday, 
and its 


I would, I would doubt that, 
I would doubt that very very 
much 


Well, it's, I don't know. 
You know, this is the first 
time, well, it's unusual, 
hay, let me put it that way, 
that uh. 


You see, only, only Zenon 
really handles the business 
and Zenon and Al and myself 


Well Zenon would talk to you 
first, wouldn't he? 


c no question about it. 


And he didn't, were any 
either of the two disgruntled 
about the fact. 


No way, no way. 


This is, this will get back 

in you hands double, take my 
word for it, I know, I know 
where the problems that can 
come up, I know how much can 

be, uh, you know, I know the 
story and it's uh it's something 
which, a firm like, uh, let me 
reverse this, let me say it in 
another way, you just hop in my 
shoes, and you get wind of a 
call and nobody has any record 
of it in you company, what would 
you think? Somebody's setting 
you up. 


Maybe, I I don't know (laugh) 
but I'll tell you thie much. 


Yeah. 
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Um, I would be willing to bet 
other than uh for a strict, 

you know, business purpose, 

Zenon certainly has had no 
contact, because basically, 

we're waiting and, and that's 

its we got no reason, you know, 
all questions have been answered, 
we got no reason to uh, to call 


Now (inaudible) 


And certainly if we did call, 
alright, for any reason, we'd 
probably now, the way it's set 
up, ask for you, and if you 
weren't there, we'd just leave 
a message and ask you to call 
us back. Uh, and that goes 
for each of the three of us. 

I don't know. 


Well, would you take the 
precautions that I, I find 
necessary. 


Yes, of course, I think that's 
understandable, that's why I 

say, it's better for you to 

give me a buzz tomorrow morning, 
okay, and you, uh, you know, you 
can, you can tell me, uh, within 
the space of 15 or 20 minutes, 
where, you know, what diner, okay? 


Well, that doesn't make a 
difference 


Or where you are, or you, 
Or you can, or you can come 
up and uh and see me in 

my office, you tell me 


I've got something to reproduce 
anyway I have to get a copy of 
something, we could come up there 
now, anyway, just to talk for a 
few minutes. 


Okay 


Driving around is not the 
most conducive manner of 
talking anyhow. 


Pine. 


Do you know, like, as I 
said, Mike, I happen to 
like you very much and 
I would like to see you 
really, your company go 
ehead and do a lot, but 
uh, is it alright to 
park here. 


Yeah, you can park here. 
We don't use these bays 
after the morning trucks 
go out. 


Oh good (inaudible) 


Yeah, any, as a matter of 
fact, it's really only 
during the uh morning where 
we've got our own trucks 
loading up and pulling out. 


I see. 


After that, once they get on 
the road, they generally don't 
come back until late afternoon. 
They won't come back to these 
bays anyway, when they come 
back, they go in the other side. 


Oh. 


So, but, it's only these three, 
it's only these first three 
that we have, the rest are 
other companies. 


Oh. 


So you don't want to block 
one 2f those up. 


Alright, good enough. iI‘11 
make up. I need a copy of 
something. Then like I said, 
I want to make a phone call, 
because I want to. Oh, Jesus. 


Okay. 


Oh, where the hell is this 
thing. 


Well, I'll tell you. 


Greet (inaudible) 


Okay. Wow, you got a whole 
file case here in the trunk. 


work out of our uh trunk 
e it or not 


Well, I ca 


It's like an offi 

what did I do with th 
shest. Yeah, well it’s a 
Okay (inaudible) 
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T had just wanted to ask you somethina 
Tomorrow we'll take care of your uh 
estimate? 

Yeah, as a matter of fact, I we just 
about completed it today, and I cot 
tangled up on a few things, but I'l] 
explain. 

No, I'll take it. 

I'll explain. 

(Inaudible) 


Pardon me. 


(Inaudible) 


You didn't sNck anything in here? 
Besides that pap 
John Brown 
(Yawns) 
(Inaudible) 
I don't think so. You want to 
clip that to it. You know, cli 
that note onto it. 
(Long pause) 

UM: (Inaudible in background) 

ML: 

HI: 

ML: 

Hl: Zenon would like a 105, (inaudible) 105p. 
I think I may have one in the car. 
If I have you can have it. 
Uh huh, okay. 


And I'll pick up another one somewhere. 


Okay, let me check 
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Then you are coming out to pick up 
the 105? 


Yeah, I will. 
(Inaudible) 
Oh. 
(Inaudible) 


Okay, now we can talk for a couple 
of seconds. 


Yeah. 


So, anyway, did you, did you mention 
that to. 


No I didn't 

No, I don't. 

He had a call. 

Yeah, did he? 

He said he did. He spoke to somebody 
about something or other, but he 
wasn't sure what it was. Mike, you 
don't blame me for feeling this way 
because uhm, uh, how can I explain 
it to you, it's uh something which, 
if you put yourself in my shoes you 
wouldn't want to. 


Yeah, I can understand your wanting 
to be as cautious as, you know 


23 years of your life is a career 
to me right now. 


Uh hum. 

That when I retire, and like I 
seid, maybe come to work for you 

as % sweeper or something 

(Laughs) 

You know, um, but uh, it's that one 
call that bothered me, and that's 
what I'm 


Who actually called, I mean what 
what is it that. 


Well. 
What happened. 
We, we make records of calls. 


Yeah, you log them in, like any 
organization. 


(Inaudible) 
Yeah. 


There's one call here that nobody 
seemed to have gotten and I saw it 
logged in, and I didn't know who, 
who was called. It didn't have 
the person contacted. It could 
have been uh possibly that nobody 
was there to conduct the call. 


You mean at your place? 

Yeah, heh, it's uh a situation where 
uh, in every organization, they have 
one individual who is a real ambitious 
individual 

Right. 

Looking to really get ahead. 

Right. 

And doesn't care how, or who he 
steps on or who he may hurt or 
whatever's involved, and uh a guy 
like this is uh, he doesn't last 
very long in the organization, but 
while he's there, he's a real pain 
in the neck. 

Uh huh. 


Every organization has a pain in 
the neck. 


Yeah. 


I'm sure your organization has a 
pain in the neck 


(Laughs) 
But uh, our organization has a pain 
in the neck (laughs) uhm that's the 
reason. 


He's not on the, he's not on the 
team is what you're telling me. 


Yeah, so to speak. 
Right 


He's not on anybody's team any where. 


de's on. 


Any team. 


On his own. 


He's on his own. Well, yes, he's 
on his own. 


Uh huh. 
And uh, you know (inaudible) 


Uh huh, well how do you guys get 
around, working around nim? You know, 
unless he's just a nobody. 


Well we, well, yeah, well, like I 
said, there are people who are very 
ambitious nobodies that want to become 
somebodies. (inaudible) 


Yeah, yeah. 
They don't care who they hurt. 
Yeah. 


They may be hurting uh innocent people. 
And uh it will be wrong, not that 
innocent people don't make a difference 
because uh, no matter how you look at 
it, uh I know many times of my own 
situations where uh, I've taken short 
cuts. 


Uh huh. 


Because of the shor cuts I've saved 
maybe twice as much ur three times 

as much on what I wanted to accomplish 
and it worked the same way, but nobody 
really gets hurt. However, certain 
individuals like to (inaudible) 


Right. 


Without even nothing. And that's why 

I asked you that question the other 

day, because that was the thing that 

was primarily, that I was concerned with. 


Uh huh. 

And then I got a little bit um disturbed 
because the call was registered, but 
nobody here accepted it. 


Nobody in your office accepted it, 
it was just. 


Here. 

Here? 

Yeah. 

What does, what does that mean? 


It was logged in as a cali, but when 
I asked you what, whether, 
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Oh yeah, in other words, we're saying 
we didn't make such a call. 


No, you didn't receive such a call. 
It was a call to us? 
To you. 


Oh, I thought it was call from us 
that you were. 


No, to you. 

No, the only call that we would receive. 
Was from the labor. 

Was from the labor department. 

Right. 


And that gal came, you know and did 
uh a survey 


Right. 

She called a couple times, and she 
called again after, I think today as 
@ matter of fact 

(Inaudible) 

Or yesterday. 

(Inaudible) 

Right, right, right. 

Right. 


And and and forms and reports and 
(laughs), good grief, 


Well, you see why I'm cautious. 

Yeah, I understand, I understand, okay. 
Like I said, I don't want to see 
innocent people get hurt and I don't 
want to sec people, innocent or not, 
get hurt, for that matter. 

Don't want anybody to blow the cover. 
Well, whatever the case may be. 


Yeah, alright. 


I have a lot of faith and trust in 
you Mike, otherwise I wouldn't be 
talking to you right now. 


Uh huh. 
I wouldn't meet you up here. 


Yeah, I, I, I noticed something 

you know, kind of strange, you know, 
cause I had given you a call to, you 
know, say just let's get together 
you know, I wanted to be discreet 
about it, uh, and uh, you know, you 
said okay and then you were gonna 

be tied up, alright, you know, and 
uh I was going out of town, and you 
know, I I wanted to uh to take care 
of things you know, uh, even though 
you said, you know, well, in effect, 
you really left it up tc me, you said, 
as to when you know, we »inted to 
come up with it. 


Uh huh 

And we kind of wanted to show, you 
know, uh, good faith, uh, you told me 
that uh you had to lay out on front 
end you know. 


We, “hat is that red light on that 
thing. 


That is wh, an intercom, okey, all, ya 
know, each person uh of any importance 
has one. 

One for every room. 

fean, and that's an in use button, 
okay, somebody is talking to somebody 
else on the system. 

You don't use it, in other words, you. 
II can. 


You can't use it at the same time. 


You can't use it at the same time, no. 


That's what the red light's for? 


That's what the red licght's for, to 
give you a warning or you'll over 


Probably the last time I was 
Yeah, that's what it is. 
I heard, I didn't know what the heck 


I was (inaudible) I understand that's 
a type of intercom, that's why. 
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These three offices have uh, 4 privacy 
button on it so that even if we're 

not using it, you can't just press the 
button and hear what's in the office, 
uh, but I can, like for ine ‘nce, if 

I press the platform butte I can hear 
the noise on the platform, or if I 
press my plant manager's button 
(telephone ringing in background) I 

can hear uh, the plant (telephone 
ringing in background) manager's office 
because there isn't the privacy button, 
but that round knob is pulled out, 
alright, when that round knob is pulled 
out, that's total secrecy, so that's 
the red light is on-off in use. 


Right. 


Yeah. I'll have to call him back, 
right. So that's what that is, it's 
an Executone System, typical, you've 
probably seen them in other plants. 


(Inaudible) 


Yeah, that's the same outfit. Yeah, 
yeah, yeah, well the system was in 

leng before we ever came and, of course, 
we put our own intercoms in on the 
phone, but just between the three of 

us 80 we could buzz one another, we 
don't have to talk over this, uh, 
because when you talk over this, it's 
a loud speaker, you know, and so like 
if you wanted somebody else ir the 
office not to hear something, or you 
just wanted to say something privately, 
you couldn't use that damn thing, 

you know. 


Sure. 


It blares out. Airight, well look, 
I heve it. 


You want to come out with me to the car. 
Any, anything you want (Laughs) 


rhis way you can have the 105 if I've 
got it. 


Okay. 


Zenon made a uh, uh I showed Zenon 
how to make up the report. 


Uh huh. 


So this way, in case an} one ever comes 
in at any time 


Alright, fine. 


at K KH, 


Ce a ar 


i 
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Right, see he, he, he‘s been hurt, 

he's had $5,000,000 a year and he knows 
he's gonna get nothing and he may not 
get anything for many years to come, 


Yeah. 


But he doesn't want to go out of 
business, made a big stink I got 200 
and some odd people. 


Right. 
And so forth. 


Well, in my letter, I uh, I said, I 
too can make the same statement, that 
200 people depend, you know, on this, 
and I said, and and my statement ought 
to be given the same weight as his, 
because it doesn't matter how 
y people you have, ‘sou make a bid, 
mil it, it's got nothing to do 
t, you know. 


You're Wght. 
So anyway, kay, let's go. 


We got this 1 thing downstairs, 
will do, I'll t my coat. 


Okay, I'll get mi 
Oh wait, mine's in 
Fine 

(Pause ) 
(Inaudible) 


Okay, (Pause) I'm to give it to 
down in his car. (Pause) Oh, I 
looking for you. okay 


(Inaudible voice) 


LLL LLL BLB BBL LLL 
ML: Alright, fine, let's go, let's go, 
I got to get, I got to do some work 
tonight, I got to get ready. 


About what. 


Taking oft. getting out of here, do 
a little road work, drum up a few sales. 


Well. 


You know, most of my. 


Don't your salesmen handle that? 


No, you know, we don't have any 
salesmen, we do it Ours: .ves, or 

we have to date, we just hired a uh, 
what we call a regional sales manager, 
he's the first guy uh and uh he, he 
was sitting out here, the guy with 
the bald head. 


He was sitting out here? 


Uh yeah. He's uh, he's been in the 

paper uh industry, uh, his, uh, father 
used to have a paper merchant house, 

not a manufacturer, but a paper merchant 
house, and uh, so, tney went under in ‘72 


Oh. 


And he's been kind of bouncing around 
and 


Yeah. 


We, we decided he would make a great 
sales rep, you know. 


I see. 


So he's the first salesman we've 
ever had. 


Yeah, I never saw him before and I 
uh didn't know who he was, really, 
okay, anc my copy should be in here. 


(Pause) 
(Inaudible) 
Huh. 


I don't have it here, it's got to be 
in the other one. Il, alwe like to 
have a 105. (Pause) Now wha it isn't 
here. (Pause) Okay, you got the latest 
edition with the amendment. 


Alright. 


Let me just make sure if that's the 
one, because, '63, November, hcw about 
(inaudible) yea, these are all the 
charts. He's only got to be concerned 
with just this, these charts right 
here, tell him, he doesn't ha to 
worry about the rest of them. st 
read the first few pages. 


Okay. 


And just handle, this one, on page 9, 
and here, just this, it's all you'll 
neod. 


Alright. 


You don't need anything else. And it's 
all yours. I'll get another one. 


Alright. 
He wat worried about that anyway. 


Alright, now here, here's what I 
got, okay. 


Uh, yeah. 

I got here, put ic in your pocket. 
No, put it down in there. 

Okay. 

Just because yeah. 

Okay, I got three. 

Great. 

It's three grand, alright. 

Yeah. 

In cash. 

Yeah. 

Alright and uh, the. 

I hope you don't mine my being so. 
I don't mind. 

It's just a matter of, uh, like I 
said, I have the, I got 23 years to 
worry about. 

Alright, now the other uh, what'd we 


say, total, uh, 95 hundred or ten, 
what was it rounded. 


I don't even know, well, something 
like that. 


Something like that. 
I wouldn't worry about a few. 
Alright, so the other two thirds, 


¢leight, er, *sybe when I come 
hack from my trip. 
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Don't worry about it because i'll 
teil you why, they hate uh any problems, 
they were very happy, yov will get it 
all back. 
Yeah, alright. 
There's no sweat about it. 
Okay. 
Okay. 
Done 
Alright. 
See ya. 
Who are these fellows Mike? 
I don't know. 
Mike, Don't do that. 
Unknown male (UM): Chandler, FBI, sir, 


Fellows. 


Put your hands up against the car, 
please. FBI. 


Hey, hey, fellows, please, oh come on. 
Come on. 

Come on, Mike, Mike. 

Harry, you did it to me, Harry. 


I didn't do it, please, so help me 
God, please Mike don't do this to me. 


Harry, you know what you told me. 
Don't do this to me, fellas, please, 


mean, I mean, please don't please, 
ase, don't do this to me. 


You have a right\to an attorney. 


Mike, please don't da this to me. 


: ‘\ 
Harry, you gave me zero choice. 
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